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Note for Moore, Edna 


From: Rafferty, Shelby 

Date: Wed, Nov 8, 1995 8:39 AM 

Subject: Bar Sales 

To: Robinson, Yvette 

Cc: Anise, Roy; Moore, Edna; Steen, Lauren E. 

Yvette, 

There are a couple of questions/issues in regard to your memo on product sales in bars in 

metro markets. Please address with GMR and let me know via e-mail this week: 

1) As mentioned at the very start of this bars sales initiative (after 
sampling was banned), GMR should assist ALL bars in obtaining a 
license to sell over the counter that currently do not. Although it is 
great that we are getting/will get sales and trial to replace 

sampling WHILE we are there, we should also be thinking about after 
we are gone. Since we are spending the S to be in these clubs, we 
should be encouraging the bars to get licensed and sell Parliament 
back bar. This will do more long-term to grow the brand than just 
during the event window. We should also be providing the branded 
lock boxes to all that sell back bar and don't already have one. 

2) In Boston, we should be buying down the product from the bar's COST 
not the retail price or with any bar mark-up. Therefore, Boston 
should not cost us anymore than any other market to do the 
buydown. And as a rule, in comparison to our sampling costs, the 
buydown is about the same or even cheaper than the cost of the free 
product when we sampled. I am estimating the cost for the 
buydowns to be about $0.70/pack. Is this correct? 

3) In the same way that GMR is billing PM for the buydown cost in 
Boston, GMR should be refunding STRAIGHT to PM the revenue from 
pack sales. It should not be going into any fund or 

credit with GMR for future programs. We paid for the product and 
GMR gets paid a management fee. Is there a reason why this is 
being proposed as a credit? 


Source: https://www.industrydocuments.ucsf.edu/docs/mjgm0004 





